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Turning Technology into Value
Veronica A. Williams
This book is a comprehensive blueprint of the Five
Ps of Marketing (www.The5Ps.com): Product, Packaging, Price, Promo, and Place. Using the Five Ps
presents you with key strategies and principles to
deliver “must-have” solutions for your current and
future business needs.
Inside are several strategies for anyone who
wants to learn how to identify, create, and deliver a hi-tech product or service that will be purchased by a critical mass of people. It presents the
techniques and end-to-end process to produce a
profit from products and services. The essence of
this book is that it takes old principles, updates
them to the current environment, adapts them to
technology, and, most importantly, explains how
they can be put to work to deliver respectable
market share and strong profits…with integrity.
It is a comprehensive guide to deliver a winning
solution—from concept to profit.
Veronica A. Williams holds a BA in Economics
from Brandeis University and an MBA from the
J.L. Kellogg Graduate School of Management at
Northwestern University. Her other credentials include EXIN’s ITIL and PMI’s PMP and PgMP. In the
35 years since earning her degrees, Williams has
become an authority on business and technology,
an arbitrator, has written over 75 articles, and authored two other books: Wireless Computing Primer
and Personal Computing Made Simple. Ms. Williams is
featured in Marquis Who’s Who in the World and
was selected as one of the top 75 business women
over 40 in North America. For more information
visit www.VeronicaWilliams.com.
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Turning Technology into Value
Veronica A. Williams

Abstract
Leading Edge Marketing was inspired by the response to several of my
articles and speeches, notably The Five Ps of Marketing (www.The5Ps
.com). This book is a comprehensive blueprint of the concepts presented
in the article. Leading Edge Marketing is intended for anyone who wants
to learn how to identify, create, and deliver a hi-tech product or service
that will be purchased by a critical mass of people. It presents the techniques and end-to-end process to produce a profit from products and
services. The essence of my book is that it takes old principles, updates
them to the current environment, adapts them to technology, and, most
importantly, explains how they can be put to work to deliver respectable
market share and strong profits…with integrity. Leading Edge Marketing
is a comprehensive guide to deliver a winning solution—from concept to
profit.
Reprinted with permission from The5Ps.com.
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Foreword
Veronica is one of the smartest people I know. I met her many years ago
at a private dinner that RAM Mobile Data hosted for leading industry
analysts. Veronica was single-handedly jumpstarting the market for
wireless data by explaining complex technologies at major events and
in trade publications and, more importantly, how they could be used
to deliver a strong return for companies across a myriad of industries.
She had the attention of top executives, venture capitalists, engineers,
marketers, and others.
Over the years, I learned the breadth and depth of Veronica’s
knowledge and abilities. I have often sought her opinion and advice
throughout our 25-year friendship. I have used her as a valuable resource
regarding improving operations with technology, building revenue, and
the viability of new ventures. Leading Edge Marketing reveals Veronica’s
flair for turning technology into revenue. It also provides a glimpse into
her expertise and proficiency in finance, operations, and management.
She addresses all aspects of business to maintain control, mitigate risks,
and ensure a profit. Leading Edge Marketing is an essential artifact and
invaluable resource for anyone in business.




—George Pappas
Chief Operating Officer Emeritus
Cingular Wireless (now AT&T)

Acknowledgments
I would like to thank George Pappas who wrote the foreword. George
is an accomplished executive who has led the successful development,
production, and delivery of high-tech products and services for five global
corporations. After serving two tours as an U.S. Airborne Ranger Infantry
Officer, this West Point graduate and Maxwell Trophy winner went on
to the corporate world providing leadership in executive positions at
Martin Marietta, as President and COO of American Minerals, President of Airtech, Inc., President of RAM Paging Company, and COO of
both BellSouth Wireless Data (BSWD) and Cingular Interactive. George
paved the way for the launch of Research in Motion’s Blackberry product
in the United States on the trailblazing Ram Mobile Data wireless network, now AT&T. He led the very inception of mobile data when it was
done on a palmtop computer, immersed in development and delivery,
until Research in Motion achieved critical market share 15 years later.
George provided the vision and leadership for hundreds of products and
services over his 40-year illustrious career. Currently, he provides advice
and direction as a private consultant, speaker, and board member.
I also thank my editors who provided tremendous insight and brilliant ideas, powered by over 60 years of post MBA career successes. They
helped me turn my manuscript into a production ready book.
Harriett Smiley Barry and Karyn Stewart each hold an MBA from
leading universities followed by more than 30 years of professional success
in both Global 500 and entrepreneurial firms. Their insight, knowledge,
wisdom, and experience were invaluable. Harriett and Karyn helped me
fine-tune my assessment of marketing theory and, most importantly, how
it does and does not apply to dynamic, operating business environments.
Their degrees are concentrated in marketing; they bring editorial experience, as well as marketing and sales experience in the B-to-B and B-to-C
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Preface
Leading Edge Marketing is the result of industry demand. The success of
strategies and techniques presented in this book was publicly evidenced
by results validated at DiscoverITTM Showcases, leading industry events,
publications, and media appearances. My first response to the requests
was to write an article; it was published by two trade publications. I still
received requests for a book but did not have time to finish writing until
the economy and physical challenges slowed me down. It was then that I
finished this book.
Those who once believed in “build it and they will come” have
often found that their creations resulted in a pipe dream rather
than a field of dreams. Marketing is the main ingredient that
determines whether products will succeed or fail.
Marketing is much more than sales and promotion. It is a mindset
that allows executives to run a business that delivers the desired products
and services to customers in a manner that produces a profit for the company. This feat is not easily achieved. It requires identifying and understanding what people are willing to pay for, and being able to develop,
produce, and deliver that product or service at a cost that leaves a respectable margin in a reasonable amount of time. True marketing is an art that
few have mastered. Many think sales and marketing are synonymous.
Actually, nothing could be further from the truth. Simply, sales are the
result of the successful implementation of sound marketing strategies.
This book explains the total scope of marketing. It shows how
marketing is the foundation of business and civilization. I highlight the
challenges of, and present solutions to, creating and selling technologybased products and services. In doing so, I recast a 50-year old theory
to fit today’s world. Unlike many books and conventional textbooks,
Leading Edge Marketing presents updated theories and explains how they
can be effectively applied in real-world global and entrepreneurial firms.
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Examples of how to effectively execute the recast theories are included
throughout the “Putting It Into Action” chapter.
Finally, I have virtually eliminated the obsolescence of printed
material by providing references to the site, http://www.the5ps.com/
downloads/LEM_Preview.pdf. This site provides updates for pertinent
material.
I welcome you to embrace a new, all-encompassing approach to
marketing that espouses ethical and proven strategies as well as techniques
for generating revenue and producing profits. My win–win approach will
use marketing to make the world go round so that everyone can benefit.

Epilogue
Trade was the impetus for the advancement of languages, transportation routes, currency, and other foundations of modern day civilization.
Marketing is the foundation of trade. Marketing is much more than
sales and promotion. It directs every step of the business cycle from the
identification and creation of a product or service that meets a need or
want, through the production and delivery to earn a sustainable profit.
Marketing fuels business. The 5 Ps framework, presented in Chapter 1,
has been applied to the business of finance, professional services, government, and other industries. This book presents The 5 Ps framework as it
applies conventional marketing theory to the business of technology.
But I do not stop there. After presenting a modified theory as it
is reflected in the real world, this book goes on to present strategies,
tools, and techniques to apply The 5 Ps to deliver measurable results.
The marketing manager must be creative, adaptable, savvy, and remain
focused on the mission. Methods to achieve these things are outlined
herein. This book is a comprehensive blueprint of how to turn technology
into value
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